
lOlli.i. '.p4;1Ip

SYltem ChAnnel f

1

2

3

"
•

19

20

,gaarO Chann,l

930.025

930.050

930.075

930.100

930.475

930.500

BICk Chlnn.l

930.525

930.550

930.575

930.600

930.975

931.000

The plan above subsumes that the commission a••igns the

entire 930-931 MHz band for the APS described in the document.

Since it is possible that the commission may assign frequencies

tor a varia~y of u.e., ~h. guiding principla tor APS a.signment

i. ~ha~ ~. forward and back channels shOUld be separa~ed .s much

a8 practicable. Since the real-world APS r.c.iver/"ack"

transmitter muse be as amall as pos.ible in order to be accepted,

and sine. usable antennas, especially for transmitting purposes,

have a physical size and volume Which is an appreciable portion

of the ~o~al size of ~he entire device, a sinqle antenna tor both

tr.n••i~ and recaiva i. extremely important. At tha rrequenci.s

under discus. ion this antenna bandwidth is easily achieved.
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PROTOTYPE RECEIVER/"ACK" TRANSMITTER

Metriplex has spent considerable time in its laboratory

facilities developing a prototype of the HDNS receiver/"ack"

transmitter in order to establish the technical feasibility of

this proposed new service. While the operation of the prototype

in the field remains sUbject to the grant of an experimental

license, lab testing has progressed sUfficiently to establish

that the proposed technology is feasible, and can be adequately

developed at a reasonable cost to meet the demand for HDNS/APS

services described herein.

The Metriplex prototype, pioneered in the Metriplex lab,

consists of a conventional Motorola Advisor alphanumeric pager

coupled to a 2W transmitter capable of operation in the 930 MHz

region via a Metriplex "Smart Radio Buffer" acting as the

controller. Power is supplied by a lithium battery although

zinc-air cells are under investigation. The transmitter is

coupled to a small stub antenna. At this time, antenna pattern

and gain measurements are being conducted to determine the

optimal design characteristics.

The prototype is approximately 4.1" x 3.5" x 1.9". The

antenna protrudes approximately 2" above the otherwise

rectangular package. The size and appearance of the antenna are

critical to its acceptability in the paging marketplace. Average

power consumption is approximately 30mw, assuming an average of
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eight messages per day with "ack". A significant portion of the

power budget is devoted to processing tasks and will be reduced

as the firmware is refined. A picture of the "Ack" pager is

enclosed. It is critical to emphasize that while frequency

testing has not yet been completed, pending the grant of an

experimental license for which applications are being prepared,

the hardware, firmware and software development for this product,

and for the HDNS itself are sUfficiently mature in Metriplex

laboratory processes to adequately establish that the proposed

service is feasible and that it will be marketable at price

levels that current and future paging subscribers will find

extremely attractive.
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'or all of the ahoy. rea.one, X.triplex, Ina. raqu••ta

th8 award of • pion••r t , Preference tor a licen•• to M.t~ipl.x to

conatruot a new H1;h Speed Hybrid Network with Acknowled9ament

Paqin; in the '30-931 MHz band on a nationwi4e basi.. X.triplex

haa demonstrated ita pion••ring aohievement. in thie exc1tini new
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•erv1c. and the implementation ot • trequenoy allocation in the

930-931 MH! ban~ to ~.et the requirements ot thl. new ••rv1ca.
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on data: Data Steals
theShow
A practical way to sell alphanumeric receivers and a new
device for cellular data transmission were among the most
interesting products at the Telocator Semi-Annual Meeting.

ALAN A. REITER

There are many sad combinations of
words. An e~pecially pathetic one
begins: "If only...." If you hear

someone mouthing those two seemingly
harmless words, run-unless you want to
be subjected to a tearful tale of what "might
have been ifonltf."
"If only I had bought a house back
then."
"If only I hadn't married so early."
"If only I had flossed." "
"If onfy I had sold out to Metrome-
dia." "
"If only ... I hadn't sold out to Metro­
media ~nd waited for racTe!."

Very sad.
A particularly well-worn phrase, one

with distressing denotations for me, is: "If
only ... I had bought that stock." How
many of us were all set to plunk down
some cash for a public offering when bet­
ter (supposedly) judgment intervened?
Inevitably, the stock skyrocketed while
your financial outlook plummeted. Just as
exasperating, perhaps even worse, is ac­
tually buying the stock-but being greedy.
You hold out for that extra point-and the
market collapses along with your dreams
of a Ferrari or a set of new tires.

Until the human species gains greater
wisdom or the computer not only makes
the correct decision but also physically
pushes you into the broker's office, pe­
cuniary catastrophes will be a depressing
fact of life. But help is on the way and the
poorly selling alphanumeric pager is a key
ingredient.

A major reason for alphanumeric pag­
ing's failure is that it's being sold as a
traditional pager (see Telocator, "on data,"
November 1985). As a "pager" it's too
heavy, too complicated and too expen­
sive. Its success, I'm convinced, is depen­
dent on being marketed for what it is: a
portable data receiver. As such, it's light­
weight, easy to use and inexpensive. But,
like a computer, it needs telecommuniCll­
tions and applications software. It must be
easy to send data and the data must be
mo~e than just "call your office."

54

Help is on the Way
Enter two computer software and hard­
ware designers who displayed their stuff
publicly for the first time at Telocator Net­
work of America's Semi-Annual Meeting
in Baltimore. They've developed an ap­
plications program for alphanumeric re­
ceivers that could spark renewed interest
in alpha. Marc Stutman and his brother
Steve have established Metriplex Systems
in Cambridge, Massachusetts. Marc is a
financial software programmer and de­
signer and Steve is a consulting electrical
engineer and designer of biomedical and
oceanographic equipment.

Marc Stutman of Metriplex Systems explains
"Stockwatch" at the recent TcloCiltor 5emi­
Amzual Meeting ill Baltimore.

Their goal, concisely stated in a product
brochure, is: "transforming the illphanu­
meric pager from il 'beeper' to iln infor­
miltion receiver." Their product is Metri­
plex StockWatch, a program for IBM PCs
and IBM-compatible micros that will au­
tomatically send stock quotations to a Mo­
torola Optrx receiver. StockWiltch also
requires a Hayes modem or Hayes-com­
patible modem, at least one floppy disk
(two are recommended) and 192K of RAM.

The software keeps track of a maximum
of fifty issues: stocks, options and com­
modities, plus financial indices. In addi­
tion to monitoring price, price change and
volume, StockWatch also sets off "udible

alarms for parameters you set, such as
when the price of a stock increases or de­
creases a quarter of a point. Here's how
it works:

You must first "install" the program.
You must tell it, for example, whether to
transmit at 300 bits per second (bps) or
1,200 bps, which is the standard today.
You also type in the telephone number of
the financial quotation service to be ac­
cessed, the number of any of the low-cost
long distance services (such as Telenet),
the pager telephone number and its 10
number. The program uses the quotation
service provided by E.F. Hutton's Hut­
tonline.

Marc Stutman explains that Huttonline
is preferred because it's inexpensive. Ob­
taining ten stocks from Dow Jones Newsl
Retrieval could cost $2 compared to $.16
from Huttonline. Once the set-up param­
eters are set, you then decide which issues
you want monitored and when you want
them checked. For example, you would
tell the program to monitor IBM from 07:00
to 15:00 (it uses military time) and then to
contact Huttonline every five minutes,
00:05. To eliminate costly exchange fees,
the data are delayed fifteen minutes in­
stead of being br~adcast in real time.

Every five minutes, StockWatch auto­
matically calls Huttonline and updates your
computer screen. It also automatically
transmits the data to the RCC's paging
terminal where it is relayed to the Optrx.
The first line of the Optrx displays the
issue's symbol and volume. The second
line displays the current price and the third
line displays the change in price.

There are two other useful features. The
software can generate files which can be
read by the Lotus 1-2-3 spread-sheet pro­
gram so you can analyze the data. Also,
StockWatch creates a detailed log of every
time you used the program. This feature
alone could pay for the program because
the Internal Revenue Service requires that
computer users (especially home users)
maintain a usage log to justify deductions
for hardware and software.
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METRIPLEX/STOCKWATCH and "Put Wall Street In the Palm of your Hand" are trademarks of Metriplex Systems. IBM,
PC are registered trademarks o11nternational Business Machines. HAYES is a registered trademark 01 Hayes
Microcomputer Products

Metriplex Systems
47 Third Street, Suite 300
Cambridge, Massachusetts 02141
(617) 494-9393

• Software runs unattended ­
auto retrieval of information

• Potential tax writeoff -
STOCKWATCH generates a computer usage
log whiCh can be used to substantiate
tax deductions

• Simple, easy-to-use - all commands are
single keystroke

• Low cost
• Operates with NO MOO/FICATION to

existing equipment

Metriplex Systems G
POB 300, MIT Branch, Cambridge, MA 02139
(617) 443-4972

Put Wall Street in the
Palm of Your Hand
with Metriplex/Stockwatcl1M

STOCKWATCH. the automated stock quote
monitoring software which combined with an
alphanumeric pager, provides the user with a
portable stock alarm system. STOCKWATCH
monitors quotes and automatically pages the
user without operator intervention whenever
preset price or volume limits are exceeded.
The program runs on IBM-PCs@ or compatibles
equipped with a Hayes" modem.

STOCKWATCH has been designed for people
who don't have time to watch the financial
markets, but want to be alerted to
changing conditions.

The IRS wants to make sure, obviouslv,
that business deductions are based (;n
business use and not on shooting down
Russian MIGs with your game program.
Of course, justifying StockWatch use as a
legitimate business deduction is your own
problem, but at least you can show the
IRS a printed record.

I tried out the 99.99 percent-ready-for­
shipment version at the Telocator con­
vention and found it easy to use, even
without the manual, which I didn't see.
There are no online "help" screens. How­
ever, StockWatch will tell you if you've
made a mistake and indicate the ~rea of
the program where the mistake was made.
It also displays a number on the screen
which you can look up in the manual to
determine the exact nature of the mistake.

For example, after I told the program to
track IBM from 07:00 to 15:00 and then
asked it to run, it displayed an error mes­
sage. I had forgotten to indicate how often
StockWatch should call Huttonline.

StockWatch is an end user program. The
subscriber buys the software on a non­
copy-protected floppy disk for $189. It
seems like a fair price, although some RCCs
have asked how much they can mark it
up. That's not the idea! It's the pager and
the airtime that carriers are selling. The
retail price certainly includes a profit mar­
gin, but StockWatch is the razor and the
airtime is the blade.

For several months, Metriplex has been
~sting the product with Me~omed~ in ~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~

Boston. By the time you read this, sub­
scribers should be using StockWatch in
the New England area, where Metrome­
dia has an exclusive contract with Metri­
plex. The first users will be in Massachu­
setts, Rhode Island and New Hampshire,
says Marc Stutman.

Before deciding on RCC frequencies,
Metriplex investigated FM radio subcar­
riers over which several sophisticated fi­
nancial quotations systems are broad­
casting. However, Steve Stutman
concluded that subcarriers just didn't pro­
vide adequate penetration in large cities.
And, the potential of alphanumeric re­
ceivers wasn't being exploited, he de­
cided.

StockWatch is the first applications pro­
gram for alpha. It answers the question
that many computer users have asked: "I've
got the hardware, but what can I do with
it?" If you've read November's "on data"
you know I'd like to see an inexpensive,
RAM-resident communications program
that can be used to transmit alphanumeric
messages. Perhaps StockWatch could add
such a program.

Steve Stutman notes that the version I
saw was just the first version ready for
commercial use. Steve and Marc are
working on several other a pplica tions
programs along with additional features
for StockWatch. For RCCs interested in
the future of alphanumeric receivers,
Metriplex is a company to watch.
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Personal computers
and alphanumeric paging

Alphanumeric pager sales will increase dramatically as IBM-PC
compatible software is developed, enabling simple

communication with alphanumeric paging terminals.

By Marc and Steve Stutman
Metriplex Systems

In the same way that IBM-PC sales
took off once software became readily
available, alphanumeric pager sales will

explode once personal computer (PC)
software is available, allowing easy,
automatic input of information to alpha
paging terminals. Metriplex Systems
manufactures software that turns a PC
into an alpha messaging terminal. Since
millions of IBM-PCs already are in the
corporate and professional workplace,
alpha paging software and alpha pagers
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using this existing base of machines will
find a ready-made market. Only by elim­
inating the user input bottleneck can
alpha use be increased substantially.

When the IBM-PC was first intro­
duced in 1981, sales were acceptable, but
not spectacular. Once software pack­
ages such as Wordstar and Lotus 1-2-3
became available, many business and
professional users found that personal
computers became a valuable, integrated
part of their workplace. Many people
who never thought they would touch a
keyboard find themselves using a PC
today. This familiarity with PCs helps
with the implementation of easy-to-use,
automated techniques that the alpha
user can use to enter messages to the
RCC, and break the input bottleneck.
Until recently, the missing component
was the software.

Alphanumeric identity
Historically, it has been demonstrate,!

that some of the best and ultimately
most profitable ideas and inventions
don't sell well until they can be easily
used and integrated with existing equip­
ment bases and customer requirements.
Furthermore, these new products must

be positioned properly to gain a strong
and unique market identity.

While many people are acquainted
with pagers, the alphanumeric paging
concept is unfamiliar to them. There are
two reasons for this. The first is that the
difficulty encountered in entering mes-

sages precludes greater use and resulting
exposure. The second is confusion re­
sulting from the use of the term alpha­
numeric.

Software that enables a PC to send
messages to the RCC can solve the first
problem. The second must be solved by
changing current industry jargon.

Naming units that only show numeric



characters, display pagers, clouds the
relative meaning of the term alphanu­
meric, which is itself obscure to the
general public. Information receiver or a
similar word should be used. It would be
more descriptive to the public and would

differentiate this type of device as a pre­
mium component, not just "another
pager."

Three methods are used to enter
alphanumeric messages. These are:

(I) Intercession of a human operator.

(2) Use of various dedicated termi­
nals.

(3) Use of IBM-pes already in place
with appropriate terminal software.

Messages sent via an operator require
the message originator to call the opera-

gram has a pop-up menu that lets the user
suspend his current program (e.g., word
processing), send an alpha message, and
then resume the program. No extra
dedicated equipment is required.

The program shows how the message
will appear on the pager, frame by frame.
It has a user directory with a "find" fea­
ture. The program automatically logs the
date, time, message text and destinatibn
todisk and/ or printer. Group paging and
batch mode are offered by the program.
(See Fig. 8.)

Software packages add uses to alphanumeric pagers
Metriplex Systems has developed two time to watch the financial markets, but

IBM-PC :::ompatible software packages want 10 be alerted to changes.
for alphanumeric pagers. The software runs unattended while

The first product, STOCK WATCH, is automatically retrieving information and
an automated stock quote monitoring sending messages to the pager. The pro-
software program that, combined with an gram generates computer use that can be
alpha pager, provides the user with a used to substantiate tax deductions. (See
portable stock price alarm system. The Fig. A)

program monitors quotes and automat- PcPAGE is message entry software
icallypages the user, providing readout of thatma.kesmessaging easy. It is a RAM-
pertinent information whenever user pre- resident, terminal software program that
set price or volume limits areexce¢ded. tUTl1sanJQM-PC .with a Hayes modem

It is designed forth<>.sewllQ don't. have inIQan..alphatnessageterminal. The prq-
............................................................................................................................, ,-...........................- ............._--......_--------,

USER DIRECTORY

IBM-PC
WITH

HAYES
MODEM

/ USER

FINANCIAL
DATABASE

IBM-PC
WITH

HAYES
MODEM

USER Rce

Fig. A-Stock market program works as follows: (1) User
specifies stocks andpresets high/low prices and volume limits. (2)
PC automatically retrieves stock prices from financial data base.
(3) PC compares current price with user limits. (4) If limits are
exceeded, PC dials the RCC, sends message including stock sym­
bol, volume, price and price change.

Fig. B-Pagingprogram allows currentprogram (a wordprocess­
ingprogram, for example) to besuspendedwhile an alpha message
is sent. The screen displays a directory andshows how the message
willbeformatted on thepagingreceiver. It automatically logs date,
time, message text and destination to a disk or to the printer
associated with the Pc.
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PcPAGE and "Gentlemen, start your alphas" are trademarks 01 Metnplex Systems. IBM. PC are registered trademarkS of
InternatIonal BUSiness Machines

Gentlemen,
Start Your Alphas
with PcPAGE;Mfrom Metriplex Systems

possible. Studies show that a computer
owner or user is much more likely to
purchase software that adds capabilities
to existing hardware, than he is to
purchase a piece ofdedicated and poten­
tially outdated hardware that performs
a similar function. The price-to-perfor­
mance ratio for PC software is also
much higher than it is with dedicated
equipment.

Marketing approach
An RCC can optimize the potential

for successfully marketing a paging sys­
tem's alpha capabilities by following
these guidelines:

(1) Sell IBM-PC compatible software
that utilizes the alpha pager's capabili­
ties.

(2) Aim the alpha pager or informa­
tion receiver at the premium market
such as executives, stock brokers and
physicians. Stress the greater utility,
flexibility, and perhaps status value of
the information receiver and differen­
tiate it from other types of pagers.

(3) Demonstrate that messages may
be sent from the users offices easily,
using equipment already installed.

When combined with the light weight
and small size of alpha pagers made by
such manufacturers as Motorola and
NEC, the overall information delivery
system is neat, non-intrusive and simple
to use. It is much more convenient and
economical than other alternatives.

Summary
RCCs can increase alpha paging rev­

enues by obtaining appropriate PC mes­
saging software and bundling it with
their pagers. Alpha pagers are very ver­
satile, but unless information can be
input easily and accurately, their full
potential will never be realized. As IBM­
PC software has helped sell millions of
PCs, alpha paging software will help sell
tens of thousands if not hundreds of
thousands of alphanumeric pagers. Tt:

Steve and Marc Sturman co~rounded

Metriplex Sl'stems, hased in Camhridge,
Massachuset ts. Metriplex has developed
two IBM- PC so/hmre packages used in
conjunction with alphanumeric pagers.

objection to the dedicated terminals is
that they occupy desk space and increase
clutter.

Metriplex Systems offers two trade­
marked software programs, Metriplex/
STOCKWATCH and PcPAGE. They
transform an IBM-PC with a Hayes

modem into an automated stock market
price quote monitoring system or a
multifeatured alpha messaging terminal.
The computer equipment is owned al­
ready by millions of potential alpha
users. With appropriate software, an
easy connection to an alpha system is

• Shows how message will appear
on pager, frame by frame

• Pager/User directory
• Automatic logging - date, time,

message text, and destination are
logged to disk and/or printer

• Group paging
• Simple, easy-ta-use

• Very low cost

Mefrlplex Systemse
POB 300, MIT Branch, Cambridge, MA 02139
(617) 443-4972

Alphanumeric paging sales have lagged
behind expectations because it has always
been difficult to input alpha information.
But now there is PcPAGE, the
RAM-resident, terminal software program
that turns your IBM-PC into an alpha
message entry terminal. Its pop-up menu
lets you suspend your current program
(e.g. word processing), send an alpha
message, and then resume the program.

tor, speak the pager 10, speak the mes­
sage and have the message repeated by
the operator to ensure accuracy. The
operator, in turn, must then enter the
message to the RCC. Because two peo­
ple are speaking to each other, there is
significant possibility of error. In the
case of medical information, stock mar­
ket prices, or the time of a critical meet­
ing, the cost of a garbled message may
be high. Also the operator's time, termi­
nal equipment and other associated
overhead result in substantial per mes­
sage cost to the RCC.

There are various terminals in use
that are dedicated to the alpha messag­
ing task. Their message entry protocols
are often difficult to use and their dis­
play screens are usually capable of dis­
playing only a few characters or small
messages. Users are generally dissatisfied
with the operation of these terminals
and resist buying them because of cost.
Many RCCs are forced to absorb some
or all of the cost of these input devices
because the customer further argues
that they have only one use. Another
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Alpha paging is
beginning to take off
now that PC message
software is available.

Alphanumeric IdentitY'
Many people are familiar with tone
pagers. The public may not exactly
understand their operation, but the term
"beeper" is well understood. With
numeric display pagers, this under­
standing is stretched; we have overheard
a few users remark that the "numbers
go from the telephone to the pager."
While this explanation is essentially
valid, one can see that the user's
understanding is diminishing.

When one talks about alphanumeric
pagers the real trouble begins. First, the
nontechnical people don't know what
"alphanumeric" means. A better term
might be "information receiver" or
"personal communications receiver."
This more descriptive term is better
because it implies much more than the
term "beeper" does. Alpha pager is to
beeper as Porsche is to bicycle. Frankly,
an alpha pager or information receiver
is a completely different product and
should be marketed accordingly (see
sidebar, "Pager Comparison").

Second, after the term "alphanum­
eric" is explained, the inevitable ques­
tion is, "How do I send a message to
the pager?" The potential customer can
see the message on the pager display
but doesn't really grasp the whole
concept because he or she doesn't see
how the message was entered.

Although showing a dedicated mes­
sage input terminal can help, it is
unfamiliar equipment and frequently
makes the customer uneasy. Alphanum­
eric messaging software that runs on the
industry standard IBM PC, such as
Metriplex Systems' PcPage, puts the
customer at ease because it utilizes well­
known equipment.

Market Segments
The alpha paging market can be broken
down into two broad categories: (1)
existing customers who can be upgraded
and (2) new market segments. The first
group may present some price resistance
even after the benefits of alpha are
demonstrated. However, you can show
them that alpha is ultimately less expen­
sive than tone or numeric display in
most applications (see sidebar, "The
Price Issue").

There are a whole host of potential
new market segments for alpha paging,
including the following:

D High-end. This segment includes
stockbrokers, investors, money manag­
ers, executives, physicians and lawyers.
These people will tend to be less
sensitive to price; service and reliability
are the most important factors. With
this group time is extremely valuable,
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but only physicians widely use pagers.
Few if any lawyers use alpha pagers,
yet they are often on the move and in
need of being reached.

Stockbrokers comprise a completely
untapped market, yet they have clients
who keep busy schedules, are difficult
to reach and have their personal for­
tunes at stake. A stockbroker whose
clients utilize alpha pagers would be
able to reach them whenever necessary.
For example, the broker could send the
price of gold to all of his or her
gold-trading clients in less than a minute.

Professional clients appreciate the
discretion that is provided by alpha
pagers (Le., conversations are not over­
heard). Also, they are often trying to
avoid the telephone because they don't
want to engage in lengthy conversa­
tions. An alpha message would get the
information across quickly and effec­
tively.

D Emergency. This segment includes
fire departments, ambulance services,
plant and building security guards and
other emergency-response teams. Alpha
presents an advantage to emergency
services delivery in terms of more
accurate reporting of vital information,
faster response time (since the alpha
user does not have to call back to a
central dispach to receive the necessary
information) and the ease in which the
alpha user can referenye the information
which is stored in tfie pager a second
time.

D Package and freight delivery. Local
and long-distance truck drivers would
be prime candidates for alpha pagers
coupled with vehicle-mounted printers,
since deliveries and pick-ups are always
changing. Also, drivers are often away
from their trucks, so the ability to get
printouts would be important. The
Northeast Corridor or the West Coast
Corridor would be excellent markets for
this service. Package delivery companies
are prime alpha candidates. Who will
be the first radio common carrier to pick
up United Parcel Service (UPS) as a
client?

D Noisy areas. In noisy environments,
alpha is an excellent way to commu­
nicate. People working in boiler and
machine rooms, manufacturing plants
and on airline maintenance and baggage
crews are prime candidates for alpha.

D Field repair technicians. Computer
and business equipment technicians
make up another group that would
benefit greatly from alpha pagers. A
message could describe the customer's
problem and suggest the part numbers
required for repair. The technician could
check his or her on-road inventory and
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Alpha is ultimately
less expensive than

tone or numeric
display in most

applications.

head for the nearest depot to pick up
any required parts without calling in.
Additionally, a vehicle-mounted pager/
printer could log long part-number lists
or route instructions.

o Government. State and federal
legislators could be kept abreast of
important votes while in conference.
Also, they could receive vital informa­
tion discreetly while in session.

o Other markets. Other promising
markets include construction, traveling
sales, newspapers and other media and
utilities.

These are just a few prime candidates
for alpha paging. There are many other
market segments that are largely un­
tapped.

Making tile Commitment
In order to turn alpha pagers into
moneymakers~ it is necessary to commit
the necessary human and financial
resources, Thefirst step is to set up an
alpha sales team. Alpha salespeople will
need to be better trained than the typical
paging salesperson. Many alpha sales
will be in upscale, relatively sophisti­
cated markets.

Selling tone and numeric pagers can
be done with little training. On the other
hand, alpha account executives must be
familiar with alpha's unique capabilities
as well as with the use of personal
computers like the IBM Pc. Metriplex
Systems' PcPage message entry software
makes this familiarity process easier
because it is simple to use yet very
powerful.

Your company should have PCs
available exclusively for use by your
alpha salespeople. You may want to
consider the Sharp PC7000 or the
Toshiba T1100 Plu&-they are both easy
to carry, have good displays and are
IBM-compatible. A salesperson equipped
with a portable computer can demo
your alpha pager's full capability within
minutes, since all he or she has to do
is plug the phone line into the modem
and turn on the Pc.

As we all know, customers appreciate
quick demos that work well. You will
find that demos performed with a PC
are most effective because customers
already know what a PC is. Demos
done on dedicated terminals produce
quizzical looks from customers who
have never seen such terminals.

When doing demos, always bring
your own equipment (Le., a portable
PC). Your customer's PC is probably
being used by the accounting depart­
ment and he or she may not have a
modem. Having done hundreds of

demos, we have learned to assume
nothing. The alpha salesperson should
carry phone (twenty-five feet) and exten­
sion (ten feet) cords. It's difficult to sell
someone on the benefits of alpha if
your phone line doesn't reach the jack.

Software makes alpha work, so you
should have the right software with
you. When the IBM PC was first
introduced in 1981, sales were acceptable
but not spectacular. Once software
packages such as Wordstar and Lotus
1-2-3 became available, many business
and professional users found that per­
sonal computers became a valuable,
integrated part of their workplaces.
Would you buy a computer that didn't
have any software? In the same manner,
alpha paging is beginning to take off
now that PC message software is avail­
able.

The Marketing Plan
Of course, before you can make your
sales pitch you have to develop a
marketing plan for reaching your target
markets. Your marketing plan should
include the following five steps:

o Canvas your existing customer base.
What industries are they in? Do they
already have PCs? Show your customers
how alpha pagers can save them time
and money. The first question many
customers ask is, "Why should I pay
more for an alpha pager?" Customers
should be given a flyer or brochure
explaining alpha's benefits, some of
which are not readily apparent. Also,
many customers would probably up­
grade to alpha after seeing a demonstra­
tion.

D Define your target markets. Choose
those markets where a few minutes
makes a big difference or where constant
rescheduling is a fact of life.

D Prepare a direct mail piece aimed at
the communications managers in your target
markets. Identify their communication
needs and illustrate how alpha will fit
in. Do a cost-benefit analysis and show
how alpha will save them time and
money.

D Follow up the mailing by calling each
of the managers. Try to arrange a demo-it
won't take more than fifteen or twenty
minutes if your salespeople are properly
trained and equipped. Remind your
potential customers that you are not
showing them just another pager but a
new, yet proven, communications tech­
nology.

o Go to trade shows and arrange
in-house demonstrations. This will expose
alpha pagers to people who may have
never considered owning pagers before.
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Selling Alpha
Those customers who have PCs and are
considering leasing pagers will probably
want alpha. But what about those
people who don't have PCs in their
offices? Some RCCs are giving PCs to
customers who lease thirty or more
alpha pagers. You might also consider
leasing a PC to your customer.

Generally, the customer will want
an integrated solution: a PC with a
modem, message entry software and
alpha pagers. Be prepared to provide
the full package yourself or through a
local computer store.

In summary, if you want to sell alpha
paging you must commit the necessary

The Price Issue

We all know that alpha costs more. If price
resistance is encountered with an existing
customer, a simple cost-analysis will show
that not having to call back to get the mes­
sage will pay for itself monetarily, let alone
in time saved. Having to stop and make
a phone call is a tremendous irritation in
the middle of a traffic jam.

Let's look at the following example:
Tone and numeric paging involve a two­

step messaging process: receive the page,
then call to get the message. Each time

Pager Comparison

human and marketing resources. With­
out well-trained and equipped alpha
salespeople, your chances of selling
alpha are reduced. RCCs who want to
be full-service paging companies and
who present alpha pagers as information
receivers will find alpha to be financially
rewarding. •

Marc and Steve Stutman are the owners of
Metriplex Systems, a Cambridge, Mas­
sachusetts-based software firm specializing
in alphanumeric paging software.

you are paged, you must call in to find
out what the message is. Assume four
tone or numeric pages per day:

($.25/phone call) x (four phone calls/
day) = $l.OO/day

One dollar a day for one month is over
$20 per month.

In most cases, alpha messaging is a one­
step process; there is no need to call in to
get the message. Since alpha does not re­
quire a phone call, the monthly savings
($20) will often pay for the upgrade.

Alpha salespeople
must be familiar with
alpha's unique
capabilities as well
as with the use of
personal computers.

This chart is a comparison of the relative benefits of each pager type. It's easy to
see that alpha pagers are in fact "Information Receivers." A chart like this would
be useful when upgrading existing customers to alpha.

BENEFITS ALPHA NUMERIC TONE

Tone alert Yes Yes Yes

Numeric alert and display Yes Yes No

Message alert and display Yes No No

Doesn't require telephone to obtain
message Yes No No

Saves money and time by eliminating
phone calls back to the office Yes No No

Message can be received and understood
in high-noise environments such as
plants and machine rooms (where phone
can't be used) Yes No No

Group page is useful because the entire
group need not call back at the same
time to obtain the message Yes No No

Pager stores entire message, eliminating
the need to write it down for later
reference Yes No No
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INFO TO G0
78

Lead the pack with Metriplex
GLOBAL24~ the financial in­
formation service from Metri­
plex, Inc. that transmits real-time
quotes and information to
subscriber's state-of-the-art
message receivers.

Feel secure about your posi­
tion as GLOBAL24

1l11
monitors

major markets 24 hours a day.
Subscribers receive London,
New York, Chicago, and Tokyo
market updates on foreign cur­
rencies, futures, indices, special
news bulletins, plus ... personal
messages. All on the same
receiver!

"INFO TO GO': GLOBAL24, and "Mobile Information
Delivery are trademarks ot Metrip/ex, Inc,
Cambridge, MA

Superior performance. It works
in cars, office buildings, elevators,
in fact, almost anywhere.
GLOBAL24Tl1

does not require a
cumbersome external antenna.

GLOBAL24
Tl1

is another service
for traders, brokers and serious
investors, from Metriplex, Inc., the
leader in "Mobile Information
Del ivery"TM,

So go further with "INFO TO
GOTll

". Get GLOBAL24~ the
one that works.

Metriplex, Inc.
222 Third Street
Cambridge, MA 02142
(617) 494-9393
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Receiver Keeps Mobile Investors Market-wise

Stockwatch Plu.~. from Jletriplex Systems, Cambridge, Mass., tran.~mit.~ real·time
quotes to clients' alphanumeric pagers.

reference.
"It offers the best transmission I've

ever seen and the engineering is ex­
cellent," says Roy Fairchild, director
of market data sales for U.S. and in­
ternational clients at the New York
Futures Exchange. Says one trader,
"I've received the information in
cabs, in planes and on my way down
into the subway."

Jack T. Adler, an insurance execu­
tive with the Mesirow Financial
Corp. in Chicago, uses the service
both to watch stocks and to stay in
touch with his office. "Even my cellu­
lar phone can't keep me up-to-date
with my portfolio," states Adler, "Re­
ceiving up-to-the-minute information
about specific stock price or volume
movements that are important to me
is an outstanding feature of Stock­
watch Plus. It lets me know when I
need to call my broker by alerting me
to movements in issues that are key
to my investment plans. It also al­
lows the office to keep in touch with
me when I'm out in my car" he adds.

The "market watch" function will
serve investors, money managers,
and other people who need to be ap­
prised of u.p-to-the-minute pricing
changes. The founders of Metriplex
suggest that brokerage houses make
Stockwatch Plus available to their
customers. That way, in addition to
the pricing broadcasts, brokers them­
selves can transmit individualized
market summaries to their clients.

Since users may choose to receive
the Metriplex signal by a beep, a vi­
bration, or a light, the service is ideal
for high-noise environments. Says
Roy Fairchild of the New York fu­
tures Exchange, "The possibilities for
traders are great. Within seconds, a
senior trader could transmit key info
out to his staff on the floor."

I n the near future, investors may
join doctors and field service tech­

nicians among the population of
beeper carriers. Metriplex Systems
Inc., a Cambridge-Mass.-based tele­
communications company, has re­
cently introduced Stockwatch Plus,
which sends alphanumeric data to
hand-held paging devices.

Stockwatch Plus uses UHF signals
and data from Standard & Poor's

Ticker III real-time pricing service to
notify a subscriber of price changes
in a particular index or an individual
stock by beeping his pocket-sized re­
ceiver.

"Stockwatch Plus takes the fear

out of leaving your office," says Lew­
is J. Horowitz, president and CEO of
the New York Futures Exchange.

This product also doubles as a per­
sonal message receiver. To leave a
message for a Stockwatch Plus user,
a caller dials a toll-free number and
leaves a message for the recipient's
personal beeper number. Within sec­
onds the message goes out over the
radio waves. On the receiving end,

the signal beeps, flashes or causes
the user's device to vibrate. The user
may then hit a read button and re­
ceive the actual message on the mini
telex-like screen. The message can
also be saved in memory for future

© Dealers' Digest, Inc. 1988
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WhenThe Pros

WantMes
Software They

Metriplex.
Communications
BT Telephone
Becker Beeper
Beeper People
Connecticut Telephone
McCaw Communications
Metromedia
Mobilcomm
PacTel
Page NY
Page Canada
Radio Relay
Ram Paging
Shure
SkyTel

Corporate
Computer Land
Continental Cable Vision
EggHead Software
Esso Chemical
Exxon Chemical
Heath Zenith
Honeywell
Hewlett Packard
Lockheed Eng. & Science
Motorola
NEC
NJ Transit Rail Opel.
Northwest Natural Gas
Phillips Singapore
Polario<!
Ryder Trucks
Shell Pipe Line
Sun Computers
Telocator
TNI
TRW
United Parcel Service

Dispatch Services
American Paging
AIIStar Paging
Indiana Paging
Mid South Paging Network

Emergency/Medical
Berlin Police Department
Bloomsburg Police Department
Chesapeake Air Service
Cobb County Government
Cook Co. Ft. Worth-
EI Paso County 911
Hicksville County Sheriffs
Larimer County Sheriffs
Life Line Systems
NH Emergency Management
Peninsular Volunteer
Ambulance Service

Finance/Real
Estate/Law
Accumulated Capital
Continental Federal Savings
Heritage Home Realty
Manufacturers Hanover
Produits Financier Service
Sovran Bank
U.S. Bankruptcy Court

Service
Air Master Energy Service
Bencin Trucking
ComQuip
Hawkeye Valve & Fitting

METRIPLEX, INC. 25 First Street Cambridge, MA 02141 Phone (617) 494-9393 FAX (617) 494-8735
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PcPage"Specifications
PcPage • The Software That Lets You Link Your PC To Your Pager

v E R 5 o N 2 o

Features Benefit
·On-Screen Directory of Paging Users •The directory allows selection of the paging user by name, ID number, group name

or other identifying label. All user names are listed in alphabetical order.

·A Desk Accessory For POP-UP operation •You can interrupt a word processing or spread sheet session to send a message
without having to log off, quit or save.

·Access To Up To Six Paging Services ·Messages may be sent to as many as six local or national paging systems. Each is
selected automatically to direct the message to the proper paging service.

.Separate Logging For Each Service •Logging keeps track of all outgoing messages by time, date and user name. A
separate log may be kept for each paging service to make billing reconciliation easier.

·400 Individual Paging Users ·Expanded capacity to 400 users will allow needed growth for major accounts such as
police, fire and service dispatch operations.

·50 Pre-assigned Paging Users ·Added group memory provides more flexibly to create groups of users as defined by
the customer. I.E., Northern sales force, Eastern sales force, Southern sales force.

·Automatic Transmission By Paging Service ·Calls that require the use of more than one paging service are grouped by service
destination for more efficiency.

·Ten Pre-set Messages •You may define up to 10 pre-set messages. They could be used in expediting entry of
routine messages such as maintenance or service assignments.

·Time Stamping Of Outgoing Messages ·The time a message was sent may be added to the outgoing message by pressing a
single button.

·Built-in Message Editor .Operators will enjoy the ability to edit the text of the outgoing messages. It is direct
and simple using the built-in message editor functions.

Upgrades - Return your original PcPage 1.1 disc with the application
uninstalled and $8.00 shipping and handling and we'll send you the latest
version of PcPage 2.0. The price for larger orders is $250.00 for 10 disks

PcPage<ll, McPage'" are registered trademarks of Metriplex, Inc.

New Purchase PcPage 2.0 McPage
Single Disk 249.00 249.00
5 Pack 229.00 each 229.00 each
10 Pack 179.00 each 179.00 each

Upgrade
Sinple Disk 100.00 each 100.00 each
IO ack 79.00 each 79.00 each

(Cut along dotted line, detach and mail bottom portion.)
-------------------------------------------------------------------------------------------------------------------

Name, _

Company _

Street _

City ~,State__Zip ~

Pbone _

Ship To: D SAME ADDRESS 0 ADDRESS BELOW

Street _

City ,State__Zip ~

Phone _

Attn: _

Method of Payment: Pax Or Mail To:

D ME1RIPLEX, INC.
D CASH C.O.D. D CHECK NO. -___ 25 First Street
D PURCHASE ORDER NO.________ Cambridge, MA 02141
D CREDIT CARD NO.. Phone (617) 494-9393
DAMEX OMC DVISA EX.DATE___ FAX (617)494-8735

'--- ----' DISK TYPE: 05.25 DISK 0 3.5 DISK

QUANTITY VERSION DESCRIPTION UNIT PRICE TOTAL

Ordering Information· All prices are based on U.S. currency. Pa)'11Xnt by cash, check. major Subtotal
credit card, purchase order or C.O.D.

Tax·Shipping a All orders~ sent out Federal Express 2·day service. Shipping and handling is
$8.00 per disk within rho continental US ($\0 for C.O.D.). Full amoWlt mnst be paid at the time

Shippingthe order is .placed Tum around time is three working days. Additional pricing on request.
Terms - EXIsting customers, payment is net if paid within 30 days. New custom:r accounts,

C.O.D.payment net if paid within 10 days. A finance charge will be charged to all overdue accoWlts,
which is comrted at a periodic rab: of 1.5% per month, 18% per annum.

TOTAL'MA, NY, C • RI, CA, NJ, PA, IL, TX pay applicable stale sales tax.
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PcP.'" by METR/PlEX, INc.•
C.lITlI>ridge,MAc> 1986-1992
Li=l&ed ""erial, prqxl1Y M
MetripIe.. .nri&l>" ....-.
unuhol'ized uae. ~ati.oo
or distrilUim is stJi.'tly pro­
_ byF«le'alL....

Mfpiplex, OfCourse. AndNowYouCan
ReceiveYourCopyfurOnly$249.00.

Copies Pcpage<l> 2.0 McPage

1 $249 each $249 each
5 $229 each $229 each

10 $179 each $179 each

Upgrade

1 $100 each $100 each
10 $79 each $79 each
Available for Macintosh~as McPage.

~
~

<I>

METRIPLEX, INC.
Men The Word Has To Get Out.

later the information is at their
finger tips.

·You can also send messages
locally, regionally or nationally.
Each message is logged and time
stamped by pressing a single
button. Up to 10 preset messages
can be stored for easy distribution.

Dispatchers adore it, busy sales
managers love it, hospitals find
they can't live without it, and real
estate people go crazy for it.

When 9"11 needs messaging
software, who do you think they
call? Metriplex, of course.

We wrote the book on
messaging software and the
original program.

Dreams do come true. Now
you can own our best selling
PcPage 2.0 for only $249.00.

With PcPage you can use your
PC to send messages to a Pager
the same way you send E-mail or
a Fax.

It's easy. All's you need is an
IBM com2atible PC (AT or
higher), a Hayes or Hayes
compatible modem, an alpha­
numeric pager and service from
your local paging company.

PcPage works like any normal
desk accessory. Open it while
inside an application. Type in up
to a 200 diaracter message, select
thelerson or group you want to
sen a message to and 30 seconds

Metriplex, Inc., 25 First Street, Cambridge, MA 02141 (617) 494-9393 Fax (617) 494-8735

PcPage. McPage are regiMtred trademark~ of Metriplex, Inc. All other trademarb belong to their respective companies.
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ItNever
Sl~.So
You Can.
Intrcx:lucing 'The World~

Most Advanced Renlote
Monitoring System
There'll be a tnne when yUUJ

computer network goes duwn whdr
you're at lunch, The phonc lines
will heat up with angry customers
lkfore you know it., yC)lJ'11 have
gone from Employee ( )f Thl
Month to Employec Offhc
N anosul)nd,

Th;H won't happen with
VIgIlant

VigIlant doesn't take hlllChc".
vacation days, or Sick days. It
monitors virtually any system 24
hours a day, seven (bys a week If
the power goes out or the phone
lines go down or the reactl-r heats
up YllU'11 be Ihe first w know instead

of the last to fwd oul Wah
Vigilant the right infimnatioTl "
sent to you instantly, day or
night, and displayed dearly ,md
conClseiv on a 5 ounce receiver

Car~1 It l!l your shirt pocket
or put it under your lnllow

Last year Mctriplcx sent OUI

36 rmllion rnessag(~s wnhow J

'Ingle hardware or software
error. We're the world leader In
t he transfer of wIreless dat:J.

If you want to find out hO\N

to ~;1eep a lilLIe casler give 11.' a
call at 617 494 (n9'

·1\1'1'UCI\TIONS MUNtTORS

COMI'U rER ROOM~; ()ICTIAL SleNAIS

NETWORKS A.NALO(; Stt;NALS

I'R()CESS CONTR()1 ITMI'ERATtTRE

t ll'AI'tN(; SYSTEMS SI'H.IJ

~1R U),\;IJlriONIN(; I'LOW

VH"TILATION SOUND

UTII tTll'S I'll.. ESSU!l. I'

MOTORS VOL rA(;E

PUMPS CLRRLNI

VAl VES JI UIllII'VEL"

I II 'V !\ IORS MOTION

1'( )WER PLA,,1'\

1< FII"I'R II'S

•
Metnrlcx Inc 25 l'llst Street, CarnhnJgc, MA 02141 U:..,/\ (hl!) 494 9'1')\ ~ax :(;1 494 X/)S

fv'\cl np lexoil V :g;ll~nl .M ,;; d ,Ylob: Ie I\e'. W(Irk :nt":::p;cncf I'M O-J (' tradc;nd.f k:; (Il r('V;l~lt·l'(·d II ~dt'nki ,h. 0/· Mel rJJ'icx, :~: (- .
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